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Myron Blatt, CPA, who is affiliated with
Lockwood Pension Services, Inc. (New
York), explained that, despite reductions
in taxes on long-term capital gains
(LTCG), other parts of the tax code and
local taxes could make the actual tax rate
much higher than the perceived rate. In
this part, Blatt discusses where to invest
now, taxable or tax-deferred vehicles.

n almost all instances it is better to
grow investments in a retirement plan
than in a taxable vehicle. This
approach is even wiser now with the
repeal of both the Excess Distribution
Excise Tax and the Excess Accumulation
Excise Tax. To put it another way, the
power of tax deferral in the absence of
confiscatory excise taxes overcomes the
difference between the ordinary income
tax rates and the LTCG tax rates. It would
take a substantial downward revision in
the LTCG rate or a substantial increase in
the ordinary income tax rates to change
this scenario.

I

Also coming into question is the rule
of thumb that fixed income investments
should automatically go into tax deferred
vehicles, such as IRAs, while equity
investments held for the long term,
including venture capital investments,
should be placed into taxable accounts.
The higher long-term rate of return gen
erated historically from equity invest
ments and protected from all current tax
ation (capital gains, dividends, interest,
etc.), may well produce a higher rate of
return notwithstanding the recent tax
reduction. When funds are taken out of an
IRA in retirement years, the applicable
ordinary tax rate may be less than the cur
rent tax rate. This is because, upon retire
ment, the retiree may reside in a state

without a personal income tax, and the
marginal tax rate may be lower as income
usually is less in retirement.

With proper planning, the strategy of
building up IRAs for retirement years,
either directly or through rollovers
from pension and profit sharing plans,
and then passing them down to children
and grandchildren, can generate huge
payouts to heirs, as well as postpone
taxes for decades after the death of the
Continued on page 3

TRENDWATCH
The Florida Institute of CPAs (FICPA)
has established a registered investment
adviser for its members. CPA/Service
Corp., a for-profit subsidiary of the
FICPA, has a three-year exclusive
arrangement with Malvern, PA-based
Lockwood Financial, a turnkey asset
management provider. The deal was
struck to enable CPAs to compete with
other financial planners. According to
Lloyd Turman, executive director of the
FICPA and president of CPA/Service
Corp., “. . . the courts and the market
place demanded it. If deregulation blurs
the lines between the practice of the CPA
profession and the financial planning pro
fession, we’ll have to be equipped to
compete in both.”
CPA/Service Corp. will train the new
representatives in regulatory and practice
management matters. The expectation is
that once a rep has $20 million under
management, he or she won’t need
CPA/Service Corp. any longer.
Continued on page 2
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TRENDWATCH
(continued from page 1)
Andrew Gluck, “Cookin’ the
Books,” Dow Jones Investment Advi
sor, (November 1998), page 19.

Access to T-bills is much simpler. As
of September 16, 1998, government
securities can be purchased on line at
www.publicdebt.treas.gov. Later this
fall, purchases can be made with a
touch-tone phone. Either way, the pur
chase will be made through a bank
account debit. Even better for small
investors, however, is the lowering of
the minimum purchase amount for Tbills from $10,000 to $1,000. This
change puts three-, six- and twelve
month securities in the reach of many
investors. The $1,000 minimum applies
also to longer-maturity Treasury bonds.
In addition, government notes can be
redeemed in $1,000 increments.
“Putting T-bills within the reach of
the masses,” Kiplinger’s Personal
Finance Magazine (October 1998),
page 24.

The SEC has raised the threshold for
RIAs charging performance fees. A
final rule (RIN 3235-AH25) amends
Rule 205-3 (17 CFR.205.3) under the
Investment Advisers Act of 1940.
Before the amendment, RIAs were per
mitted to charge performance fees to
clients with at least $500,000 under
management or with a net worth of
more than $1 million. Certain terms
were also required in contracts provid
ing performance fees, along with spe
cific disclosures to clients entering into
those contracts.

The amended rule, which was effec
tive August 20, 1998, eliminated the
prescribed contractual terms and the
requirement for specific disclosures.
The amendment also changes client eli
gibility criteria. Now the following
clients can arrange to be charged per
formance fees by their investment
advisers:

1. Clients with at least $750,000
under management or a net worth of
more than $1.5 million.
Continued on page 8
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■ The $25,000 increase in AGI will
cause a potential loss of $7,600 in finan
cial aid eligibility. Since the student is
attending a private college, this $7,600
loss could consist of 80 percent gift-aid
By Rick Darvis, CPA
(grants or scholarships). Therefore, this
particular student could potentially lose
he Roth IRA continues to be one
$6,080 (80 percent X $7,600) per year
of the hottest topics in financial
in gift aid because of the Roth rollover.
planning journals and newsletters.
Over four years, this totals $24,320.
Much of the discussion concerns convert
■ The taxpayer will also be ineligi
ing (rolling over) a regular IRA to a Roth
ble for the HOPE Scholarship and Life
IRA. Most articles on this subject attempt
time Learning Credit during each of the
to address all the financial consequences
next four years. The additional income
of a Roth IRA rollover. However, few, if
generated from the Roth rollover will put
any, have addressed the financial aid con
the taxpayer above the phase-out limits
sequences of a Roth IRA rollover. In
for these credits. The potential loss of tax
many cases, a Roth rollover has a greater
credits for four years is $5,000, increasing
impact on a family’s ability to qualify for
the total out-of-pocket loss to $29,320
college financial aid than it has on their
over a four-year period. In some cases, the
income taxes.
increased income and AGI phase-outs
may also disqualify the taxpayer from the
new student loan interest deduction.
Case Study

The Financial Aid
Consequences
of a Roth IRA Rollover

T

Consider the following case study,
which illustrates this effect. A taxpayer is
considering rolling over $100,000 from
a regular IRA to a Roth IRA in 1998. The
taxpayer’s Adjusted Gross Income
(AGI) is $75,000. Since this income is
below the $100,000 Roth threshold for
AGI, the taxpayer is eligible to spread
this distribution over the next four years.
Therefore, an additional $25,000 in
income will be included in AGI over the
next four years.

The taxpayer has three children, one
of whom is graduating from high school
in 1999. He intends to enroll in a private
college. The cost of his freshman year
will be $22,000 (the average cost of a
private college during the 1998-1999
academic year).

The four major factors that affect the
student’s ability to qualify for financial
aid are:
1. Parents’ income
2. Parents’ assets
3. Student income

4. Student assets

To simplify this case study, let’s
assume the parents have no assessable
assets and the student has no assessable
income or assets. We’ll consider only the
parents’ income.
The potential financial aid conse
quences of the $100,000 rollover to a
Roth IRA are as follows:

■ Many private sector scholarships
are also based on income. Consequently,
the taxpayer may be disqualified from
receiving this type of financial aid, again
because of the increased AGI caused by
the Roth rollover.

Given today’s high cost of college,
the financial adviser must be aware of
both the financial aid and tax conse
quences of a Roth IRA rollover. The
Roth offers some tremendous advan
tages, but the timing of a rollover can
dramatically affect the family’s ability to
qualify for financial aid for their chil
dren. It may make more sense to convert
to a Roth IRA in years in which the stu
dent’s eligibility will not be affected. ♦
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members of four more generations can
benefit from preserving the IRA.

Continued from page 1
Roth IRAs
Now let’s assume we are dealing
with a Roth IRA. A Roth IRA is formed
through annual nondeductible contribu
tions or from rollovers and conversions
of existing IRAs. The $100,000 adjust
ed gross income limitation rules makes
it difficult to convert an existing IRA to
a Roth IRA. However, it is not impossi
ble and the rewards can be significant.
There are no taxes on “qualified distri
butions” and no requirements for life
time distributions from Roth IRAs.
Therefore, even if you live a long life,
there will be a Roth IRA available to
your heirs. It is an unparalleled estate
planning tool. Review exhibits I and II
again, this time thinking of the distribu
tions coming out from a Roth IRA total
ly tax free.

Exhibit I—Distributions from a $1,000,000 IRA

Appreciation Rates
Total No. of Years

8%

10%

30

4,278,000

6,484,000

9,961,000

40

7,444,000

13,356,000

24,384,000

50

13,366,000

28,609,000

62,422,000

60

24,619,000

63,148,000

165,070,000

12%

of Distributions

Exhibit II--Distributions To Heir Over a Sixty-Year Period

(1)
Beginning

(2)

Year Balance

Divisor

10%

Required for

Age

Growth Rate

26-35

1,000,000

60-51

36-45

2,197,880

46-55

(3)

(4)

Required

(5)

Balance
Appreciation

Year End

267,908

1,465,788

2,197,880

50-41

707,916

3,165,051

4,655,015

4,655,015

40-31

1,879,635

6,523,230

9,298,610

56-65

9,298,610

30-21

5,032,249

12,427,793

16,694,154

66-75

16,694,154

20-11

13,714,864

20,127,682

23,106,972

76-85

23,106,972

10-0

41,545,428

18,438,456

0

Distributions Distributions

Total Distributions

IRA owner. This possible outcome
may be another criteria to use in
deciding where to invest. Exhibit I
shows the total amounts distributed to
children and grandchildren over thir
ty, forty, fifty and sixty year periods
at various rates of appreciation.
Exhibit II shows the actual distribu
tions per ten-year period from a
$1,000,000 IRA to an heir over a
sixty-year period totaling approxi
mately $63,000,000 at a 10 percent
appreciation rate.
PFP DIVISION

63,148,000

Note that the IRA balance keeps
increasing until the very last years, pro
viding a tax deferral vehicle to that heir
for most of his or her lifetime. Since no
further estate taxes are due until the
death of the heir, it may be possible that
the heir’s children and grandchildren can
benefit from the funds. For example, the
funds could be used for a college educa
tion, possibly using only the annual gift
tax exclusion since tuition payments
paid directly to schools are not included
in the annual gift tax limitation. Thus

In summary, what appears obvious
may not be when it comes to taxes. The
LTCG tax rate can be substantially
higher than it appears, so the practition
er should make computations to deter
mine the actual rate. On the other hand,
there is no current taxation for any
investment income generated in a tradi
tional IRA or other retirement vehicles.
Retirement assets can also, with proper
planning, be passed down to heirs, gen
erating substantial accumulations in a
tax-deferring situation. The key word is
planning, and the only alternative to
planning is to give more than is neces
sary to someone you don’t want to give
it to. ♦

Locating the PFP Handbook
Supplements on the
AICPA Web Site

To locate the PFP Handbook Sup
plements on the AICPA home
page (www.aicpa.org), scroll
down the home page and under
the Site Directory, select “AICPA
Teams.” Under “Technical,”
select “Personal Financial Plan
ning Team.” Scroll down the
PFP page, and under “AICPA PFP
Resources,” select “PFP Prac
tice Handbook Supplements.”
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on behalf of clients, the SEC requires
advisers to disclose soft dollar arrange
ments to their clients.

SEC Releases Report on Soft Dollar Practices
By Phyllis Bernstein, CPA
he U.S. Securities and Exchange
Commission's Office of Compli
ance, Inspections and Examina
tions released a 58-page report on
tember 28, 1998. The report defined
soft dollar practices and made recom
mendations pursuant to the SEC’s find
ings. You can download a copy of the
report from the SEC web page:
www.sec.gov/news/studies/softdlr.
What follows is a brief summary of the
report findings.

T

Soft dollar practices
Research is the foundation of the
money management industry. Providing
research is one important, longstanding
service of the brokerage business. Bro
ker/dealers typically provide a bundle of
services including research and execu
tion of transactions. The research pro
vided can be either proprietary or third
party. Proprietary research is developed
and provided by the broker-dealer. It
includes tangible research products as
well as access to analysts and traders.
Third-party research is developed by a
third party but provided by the
broker/dealer. Because commissions pay
for a bundle of services, the practice of
allocating certain of these dollars to pay
for the research component has come to
be called soft dollars. Soft dollar
arrangements have developed as a link
between the brokerage industry’s supply
of research and the money management
industry’s demand for research. The total
value of third-party research purchased
annually with soft dollars is estimated to
exceed $1 billion.

Conflict of Interest
Under traditional fiduciary princi
ples, a fiduciary cannot use assets
entrusted by clients to benefit itself.
The SEC recognizes that when an
adviser uses client commissions to buy
research from a broker-dealer, it
receives a benefit because it has
relieved the need to produce or pay for
the research itself. In addition, in a
transaction involving soft dollars, the
adviser may “pay up” or receive execu
tions at inferior prices. In this situation,

4
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an adviser using soft dollars faces a
conflict of interest between its need to
obtain research and its clients’ interest
in paying the lowest commission rate
available and obtaining the best possi
ble execution.
Sep
Because of the conflict of interest
that exists when an investment adviser
receives research, products or other ser
vices as a result of allocating brokerage

The SEC inspection sweep that gath
ered information about soft dollars
found that almost all advisers obtain
products and services other than pure
execution from broker dealers. Most of
the products and services obtained by
advisers fall within the definition of
research. This means the services and
products provide lawful and appropri
ate assistance to the adviser in the per

Updated Tools for Marketing Your Services
Financial planners who provide tax planning services to clients will be interested in several tools
that will help them market their services to individual taxpayers and small business owners. The
AICPA has updated its brochures, speeches and visual presentations designed to help practition
ers communicate year-end tax planning strategies to clients. All of the following products reflect the
changes resulting from the 1997 Taxpayer Relief Act and the 1998 IRS Restructuring and Reform
Act, and offer year-end tax savings advice and planning tips for 1999.
Marketing to Individual Taxpayers
Visual Presentation -A Tax Travel Guide: Strategies for Minimizing Your Tax Bill

The presentation and accompanying script details what tax planning resources
are available to your clients.
Color Slide Presentation
No. 889569PFP $155.00
Nonmembers $170.00
PowerPoint Presentation on CD-ROM No. 889570PFP $155.00
Nonmembers $170.00
(Minimum system requirements: Microsoft PowerPoint 97 and Windows 95)
Brochure - Taking Time Out: 1998 Tax Planning - A CPA’s Guide for Taxpayers

No. 890834PFP $25.00 for 100 copies
Nonmembers
$27.00 for 100 copies
Speech-A Tax Travel Guide: Strategies for Minimizing Your Tax Bill

This 20-30 minute speech is filled with pertinent, topical advice geared towards
the individual taxpayer.
No. 890835PFP $5.75
Nonmembers $6.50
Marketing to Small Business Owners
Brochure - Watching the Road Ahead: Tax Planning Tips for 1998-A CPA’s Guide for
Small Businesses
No. 889567PFP $25.00 for 100 copies

Nonmember

$27.00 for 100 copies

Speech - Tax-Cutting Tips for Small Business Owners
Geared to the small business owner, this 20-30 minute speech is filled with useful, topical
tax planning advice.
No. 889568PFP $5.75
Nonmembers $6.50

PFP Brochures

Brochures are also available to help planners market their personal financial planning services.
They include:
• Do I Need Personal Financial Planning?
No. 009151PFP $25.00 for 100 copies Nonmembers $27.00 for 100 copies
• Guide to Finding a Financial Planner
No. 017101 PFP $25.00 for 100 copies Nonmembers $27.00 for 100 copies
All of these products can be ordered by calling the AICPA Member Satisfaction Team at 1-888-7777077. The brochures and speeches can also be downloaded from the AICPA Web site
(www.aicpa.org). To locate them on the Web site, click on “Member Matters.” Then click on “Prac
tice Development Tools.” Then select “View the List of Speeches” or “View the Brochures Section.”
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formance of its investment decision
making responsibilities within the safe
harbor of section 28 (e) of the
Exchange Act.

Although receipt of non-research or
non-brokerage products for soft dol
lars can be lawful if adequate disclo
sure has been made, the sweep inspec
tions revealed that virtually all of the
advisers that obtained non-research
products and services failed to ade
quately disclose such practices to their
clients. For example, advisers used
soft dollars to pay for office rent and
equipment, cellular phone services,
personal
expenses,
employees’
salaries, advisory client referrals, mar
keting expenses, legal expenses, hotel
and rental car costs and phone system
installations.

Nearly all advisers made some
form of disclosure to clients regarding
their brokerage and soft dollar prac
tices. Most advisers, however, used
boilerplate language to disclose that
their receipt of research products and
services was a factor they considered
when selecting brokers. The sweep
inspection found that only half of the
advisers examined described their
soft-dollar practices in sufficient detail
to allow clients and potential clients to
understand their implications.

Recommendations
The inspection report recommend
ed that the SEC:
1. Publish this report to reiterate
guidance with respect to the scope of
the safe harbor requirements and to
emphasize the obligations of broker/
dealers, investment advisers and
investment companies that participate
in soft dollar arrangements.
2. Adopt record-keeping require
ments that would provide greater
accountability for soft dollar transac
tions and allocations. Better record
keeping would enable advisers to
more easily assure compliance and
Commission examiners to more readi
ly ascertain the existence and nature of
soft dollar arrangements when con
ducting inspections.

3. Modify the Form ADV to
require more meaningful disclosure
by advisers and more detailed disclo
sure about the products received that
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are not used in the investment deci
sion-making process.

4. Encourage advisers and broker/
dealers to strengthen their internal con
trol procedures regarding soft dollar
activities. Advisers and broker/dealers
should review and consider their con

trols described in this report including
those observed to be effective during
examinations.
The SEC believes that these recom
mendations implemented together
should improve compliance with the
framework of existing law. ♦

Professional Ethics Exposure Draft Issued
independence of performing a service,
he AICPA Professional Ethics
and provides examples of general
Division issued an exposure
activities that would be considered to
draft on November 16, 1998,
containing proposed interpretationsimpair independence.
and rulings under the AICPA's Code of
2. Investment Advisory Services.
Professional Ethics. The exposure
The Professional Ethics Executive
draft contains eight proposals for
Committee proposes . . . [an] ethics
review and comment by the AICPA’s
ruling under Rule 302, Contingent
membership and other interested par
Fees, to provide guidance to AICPA
ties regarding pronouncements to be
members who provide investment
adopted by the Professional Ethics
advisory services for an attest client
Executive Committee.
for a fee based on a percentage of the

T

Three of the eight proposals affect
the provision of personal financial
planning and investment advisory ser
vices. They are explained in the expo
sure draft as follows:

client’s investment portfolio. The pro
posed ruling would permit a member
to enter into such an arrangement with
an attest client provided that certain
conditions are met.

1. Provision of Other Services to
Clients. The Professional Ethics Exec
utive Committee is proposing a revi
sion of Interpretation 101-3 under
Rule 101, Independence [ET section
101.5], to address the various types of
nonattest services that a member may
perform for an attest client in today’s
practice environment and the impact of
such services on the member’s inde
pendence. The proposal sets forth gen
eral principles that the member should
consider in evaluating the effect on

3. Commission and Contingent Fee
Arrangements With Nonattest Client.
The Professional Ethics Executive
Committee proposes . . . [an] ethics
ruling under Rule 302, Contingent
Fees, and Rule 503, Commissions and
Referral Fees, to provide guidance to
AICPA members who provide profes
sional services, such as investment
advisory or other consulting services
to the owners or employees of an attest
client, or to an employee benefit plan
sponsored by an attest client. The com-

Practice Pointer: Make Older Clients Comfortable

When older clients come to your office to consult with you, make hard,
straight-backed chairs available to them. This advice is offered by The

ElderLaw Report, which notes that older people sometimes have difficulty

getting in and out of chairs and couches that are soft or low to the ground.

You can prevent their being embarrassed by struggling to rise from their
seats if you make available hard chairs with seats that are a reasonable

distance from the floor.

PLANNER
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Professional Ethics
Exposure Draft Issued
Continued from page 5
mittee considers the owners, employ
ees and benefit plan to be separate
clients from the attest client for the
purpose of applying rule 302 and rule
503 and therefore permits a member to
enter into a contingent fee arrange
ment with, or refer products or ser
vices for a commission to, the owners,
employees or employee benefit plan of
an attest client without violating these
rules.

Y2K Readiness
ome people are heading to the hills to avoid the chaos they expect to follow
the failure of computers to support thousands of functions that carry us
through our daily routines. Although not as pessimistic as these people, Wayne
Harding, vice president and general manager of hosting services for Great Plains
Software advises CPAs to be “good scouts”—be prepared!

S

Those who think that all technology problems will be resolved before January 1,
2000 should note that some companies have already experienced Y2K-related fail
ures (see the chart on this page). For an overview of the problem and its implica
tions, along with links to resources for learning more, see the Y2K Resource Page
on the AICPA Web site (www.aicpa.org).

The proposed interpretations and
rulings have a sixty day exposure peri
od, so comments must be received in
writing by January 15, 1999. Members
of the Personal Financial Planning
Executive Committee reviewed earlier
drafts of the proposed rulings and will
submit comments on the exposure
draft as appropriate. After the Profes
sional Ethics Executive Committee
evaluates all comments, the committee
may decide to publish one or more of
the proposed pronouncements.

Copies of the exposure draft are
available from the AICPA Member
Satisfaction Team at 888-777-7077 or
can be downloaded from the AICPA
Web site at http://www.aicpa.org/members/div/ethic/index.htm. ♦

AICPA Publishes Social
Security Study
he AICPA has released a study of
the Social Security system and
reform alternatives to provide
unbiased facts and analysis to the reader
and to foster informed discussion. It will
be through such discussion, the Institute
believes, that creative and fair solutions
will be found. To that end, the Institute is
offering Understanding Social Security:
The Issues and Alternatives. The com
plete study can be downloaded free of
charge from the AICPA’s Web site
(www.aicpa.org/members/socsec.htm.).
A bound copy is also available for $9.95
($12.45 for nonmembers). To order, call
the AICPA Member Satisfaction Team at
888-777-7077 and ask for product no.
061059PFP. ♦

T
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Y2K-Related Failures
Percentage of companies experiencing a Year 2000-related failure:

Problems resulting from Year 2000-related failures:

Source: Cap Gemini America tracking survey of 128 Fortune 500 companies

Helping Wealthy Clients Donate Assets
ealthy clients sometimes consider establishing a private founda
tion, but find the legal complexities and paperwork daunting. An
alternative approach is to channel donations through the National
Philanthropic Trust (NPT). Based in Jenkintown, PA, NPT is an independent
public charity that serves a national constituency. The trust is set up like a
community foundation. However, it is not focused on one geographic area.

W

NPT will allow your clients to take a tax deduction for gifts of cash, appre
ciated securities, art work, real estate and other assets. The trust uses the
assets to set up a fund, allowing donors to direct the distribution of their gifts.
NPT accepts and sells assets many charities won’t handle, such as jewel
ry, art, real estate and wine collections. An asset, however, must be worth at
least $100,000. The proceeds are then established in an endowment listed
under the donor’s name. Although it may take time to sell the assets, the
donor can take an immediate tax deduction.

Asset Manager Can Retain Control
Most investments are handled by The Pitcairn Trust Company (Jenkintown,
PA). However, people who make contributions of $1 million or more can have
their asset managers retain management of these assets. This arrangement allows
donors to keep the management of their assets in one place.

NPT also offers a pooled income fund that gives donors income for life
and a gift to charity at their death. This is often an attractive giving vehicle
for donors with long-term asset appreciated securities who want to receive
income. The minimum gift to a pooled income fund is $25,000.
For information contact NPT at 888-878-7900. ♦
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Web Sites for PFP 1999
www.aicpa.org

AICPA Online is the Web site of the premier national professional association for CPAs
in the United States. You’ll find numerous reference resources at this site.

www.cpapfs.org/
homepage.htm

The CPA/PFS Homepage, maintained by the AICPA, helps you learn more about the
CPA/PFS accreditation, the AICPA, and selected financial topics. You can locate a
CPA/PFS in your area, access consumer links, and use tax interest and loan calculators.

www.quicken.com

Quicken, the popular software program for managing home and small business
finances, maintains a Web site with extensive articles and planning tools, including
those that will help you deal with major life-cycle events, such as planning a wedding
or purchasing a new home.

www.cnnfn.com

CNNfn provides a wide array of “hot” stories, market news, expert opinion and
resources.

www.bls.gov

The Bureau of Labor Statistics’ Web site offers easy access to a wealth of government
data, including the Consumer Price Index.

www.ssa.gov

Social Security Online is the agency’s digital headquarters.

www.irs.ustreas.gov

Visit this site to find an easy-to-understand daily magazine from the IRS.

www.hoovers.com

Hoovers is a great source for company information, with personal and business or
library memberships available, for more sophisticated research capabilities.

www.marketwatch.com

CBS Marketwatch concentrates on company and market news. You’ll also find data and
tools for managing your investments.

www.thestreet.com

Primarily fee-based, The Street is packed with information for the sophisticated
investor.

www.homeowners.com

The Home Owner’s Finance Center is loaded with information on home mortgages.

www.insure.com

The Insurance News Network offers consumer news and advice on insurance.

www.safetnet.com

SafeTnet contains the largest free directory of Internet insurance content.

www.ratings.com

Standard & Poor’s Insurance Ratings rates the financial strength of more than 4,000
insurance companies worldwide.

www.bankrate.com

Bank Rate Monitor offers information about rates for consumer loans, mortgages, cred
it cards, and checking accounts.

www.creditinfocenter.com

Credit Info Center explains everything you need to know about credit.

www.financenter.com

Finance Center, with more than 100 online calculators, helps you quickly find the
information to make sound financial decisions.

www.financewise.com

Finance Wise allows you to search a directory of finance-related sites once you have
registered.

www.finaid.com

Financial Aid Information Page offers a free, comprehensive, and independent guide
to student financial aid information, including loans and aid for elementary, high
school and graduate school students.

www.lifenet.com

Lifenet offers a set of interactive calculators.

www.nefn.com/Content/Needs/
retirement/retirement.cfm

New England Financial Retirement Planning Center provides a tutorial, calculators,
and extensive background material on key retirement issues.

www.taxresources.com

Tax Resources includes tax forms, articles, resources, gateways, tax software reviews
and demos, and links to other tax-related sites.

www.EL.com

Essential Links to Taxes takes you where you need to go to view or download current
information and forms.
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2. Clients who are “qualified pur
chasers” under Section 2(a)(51)(A) of
the Investment Advisers Act of 1940.
3. Knowledgeable employees of the
RIA.

“Threshold Raised for RIAs Charg
ing Performance Fees,” The Practical
Accountant (October 1998)

Companies are offering their
employees sophisticated analytical
tools to plan and manage their retire
ment over the Internet. Financial
Engines Advisors LLC will introduce
the Sageis service, a Web site and data
base of daily price and performance
information for U.S. stocks and mutual
funds. From the database, users will be
able to retrieve current figures for their
portfolio holdings and project how their
portfolios will do under various hypo
thetical economic scenarios. A simula
tion engine will generate assumptions
about critical factors, such as inflation.

The service will improve the ability
of employees to manage their retire
ment funds, a task already shifted from
many employers to their employees.
There is also potential for a third-party
market. State Street Global Advisors, a
Boston-based money manager, will use
Sageis as a service to its corporate
clients. Call-center operators will use it
to advise employees of corporate
clients who call in with questions about
retirement accounts administered by
State Street.

Gardner’s testimony is available at
www.fool.com/features/1998/sp980929
GardnerGoestoWashington.htm.

“Retirement to the Web,” Informa
tionWeek (September 21, 1998), page
74.

specialty accreditation such as
the Personal Financial Special
ist designation enhances the
marketability of your services. The next
PFS examination is scheduled for June
18, 1999. The registration period is
April 19 through May 21, 1999.

Ninety-four percent “of managed
mutual funds have historically
underperformed the stock market as
a whole.” This testimony was also
offered to the House Commerce Sub
committee on Finance and Hazardous
Materials. David Gardner, co-founder
of The Motley Fool, also told the sub
committee that confusing fee struc
tures, lack of disclosure and a general
absence of accountability have marked
the mutual fund industry for decades.

Jerry Thomas, “Fools in the House,”
The Motley Fool, The Week in Review
(October 2, 1998) www.Fool.com/
FoolNotes/FoolNotes.htm ♦

Think About Acquiring
the PFS!

A

To get information about PFP expe
rience requirements, examination con
tent, format and procedures, resources
for preparing for the examination and
reaccredidation requirements, call the
AICPA Member Satisfaction Team at
888-777-7077. Ask for the “Personal
Financial Specialist Candidates’ Hand
book,” product no. G00055. ♦
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